
Marketing services



IT Professionals IT Channel Personal Tech/Consumers

 Middle and Large enterprises “C Level”

 Small enterprises Decision Makers

 Distributors, VARS, system integrators 

and solution providers

Senior management of the most 

important distributors

 PC and Internet home customer

 Hi-tech lifestyle users

 Senior IT and  business managers  Resellers & Distributors  Geek” and last technological  

generation fans

 “Early adopters”

 IT PROs and decision makers

 IT managers with direct influence     

upon purchase process 

 Prosumers & early adopters 

 Professionals, purchase decision 

makers &  ICT market influencers

NetMediaEurope portfolio 



Direct Marketing



Newsletter Subscribers Target Frequency Adv formats

ITespresso daily 12.000 Itc “prosumer” Daily Leaderboard, skyscraper, text link

ITespresso weekly
(best of..)

13.000 Itc “prosumer” Weekly
(Saturday)

Leaderboard, skyscraper, text link

Channel Insider 7.000 Channel operators (dealer, VAR, System 
& software developers, EDP services, 
Distributors, Service provider)

Daily Leaderboard, skyscraper, text link

eWEEKeurope 20.000 General managers, software developer
managers (Medium and Large
Enterprises), EDP managers.

Daily Leaderboard, skyscraper, text link

eWEEKeurope for

SMB’s

18.000 ITC’s Small Medium Business decision
makers

Weekly

(monday)

Leaderboard, skyscraper, text link

eWEEKeurope Storage 11.000 Storage manager (Medium and 

Large Business)

Weekly
(thursday)

Leaderboard, skyscraper, text link

eWEEKeurope Security 12.000 Security manager (Medium and 

Large Business)

Weekly
(tuesday)

Leaderboard, skyscraper, text link

NetMediaEurope: editorial newsletters 



NetMediaEurope db can be profiled by using
more than one socio-economical variable in
order to reach a specific target, even a “niche”
one

HTML email pros are:

 to quickly collect a full reporting.

 to generate interaction with customers; only 1  

click to the action

 to create a fully customizable marketing      
message by using images and logos;

 to engage responses by reaching 

a specific target

Direct marketing: HTML email



White papers



 Objectives

 Capturing high quality 
leads (prospects) 
through a registration 
process;

 Generating specific 
contact « route» ;

 Actions

 Free white paper 
download after filling 
out the registration 
form.

Lead generation activities : whitepapers 



 CLASSIC REGISTRATION FORM

Status :
First name:
Lastname :
Jib title/function:
Domain :
Company name:
Companies size:
Phone:
Email :
Zip code:
City :

Elements to  provide for online setting
• pdf or doc file.
• Promotional title and text (300 caract. max).
• Keywords for whitepapers (15 keywords max.)
• Option : addition of exclusive fields in form to target 

objectives, projects et deadlines.

Registration form/fields 



Sales Lead Generation/
Telemarketing



Goals :

We are able to define and run leads generation programs, from very simple solution to more complex projects.
The aim is always to collect prospects for the client, but the approach could vary with the level of qualification, 
number of leads to produce and several other variables.

NME services :

For a quick and simple request we can set up our own white-paper platform or, eventually, to start further
qualification process via telemarketing

Leads generation programs



Target criteria 

COMPANY

Activity

Number of employees

Turnover

SIC code 

CONTACTS

Email  - Post address –
Region / Country

Job function

Level of the decision maker 

Interests (thematics, fair, exhitions …) 

Project detection / BANT

Profiling questions :
Needs or Products or brands used

Timeline

Budget  

 Accept to have more info 

 Accept to be contacted

Profiling on demand  (We are able to collect manually specific information)

Finest criteria  from our channel database (ie:Channel Insider) :

- Products or software resold (hardware, software, telecom, storage , network)
- Brands declared (ie : Cisco resellers )…

Finest criteria  from our ITDM database ( eWeek, ITespresso) :
- Brands and  type of products utilised  or expended (ie : companies with Dell equipment) 



Project : Sales lead generation

Dell’s goals :

Dell would like to present a ‘sales ready’ white paper concerning Windows 7 to a target audience of IT DMs from
companies with more than 500 employees excluding the Public sector.
All contacts should answer to 2 questions (When you plan to migrate on Windows 7 and Would you like to outsource
the migration)  and accept a call back.

NME services :

NME has set up a script / sales speach fitting with an up sales campaign.
We checked that the contact was an IT decision maker from companies 500 + and that they answered to the 2 
questions regarding Windows 7 and accept to be call back later by Dell.

Results : 180 leads for France and 180 leads for Germany in 2 months

Case Study



Web Seminar



 A new way to communicate and to build a strong relationship with 
qualified audience;

 High added-value content: C-level expert and BDM’s to share their 
knowledge and experiences among experts, IT professionals, users; 

 A new tool for our users  to become trendsetters in their own markets;

 It’s like a face to face meeting but…cheaper, easier to implement, with a 
much more wider audience;

 Creation of a customer database (leads) to create future commercial 
relationship (prospects).

Web Seminar



Event



Live Events

NetMediaEurope events are featured by:

 selected target audience: IT Decision Makers, IT Pros, 
Opinion Leaders, Trendsetters

 publishing support: projecting and defining event’s
guidelines, making a strategic role during the event
(moderators)

 a professional approach in each step of the event

 exclusive  locations 

 a customized reporting activity (prospects, registered, 
participants, feedbacks)



Objects

Results

To get at least 12 attendees with very specific skills:

 Linux Decision Maker;

 Large Companies (+ 500 employees);

 Linux Paid distribution;

 At least 50 servers for Linux projects;

 about 600 IT Decision Makers (Large Companies) contacted by phone

 120 Linux Decision Makers matching the criteria requested

 30 registered at the event

 20 attendees at the event

Event: case history



Study/surveys



NNR – Juin 2010

Market study – Benchmarking

Market analysis
 Competitor analysis

Positionning study – Brand image perception 

What is your position regards to your competitors
 How your brand is appreciated 

Product study 

 Does your product match with the market needs 
 Your strenghts and your weaknesses against the market

Screening approach and recruitment program 

 Screening approach 
 Channel recrutement program
 End users recrutement program 

On demand survey

Surveys/methodology



Surveys: how can help you?

IT market studies & 
brand comparisons

 Get exhaustive information regarding 
the IT market and its trends 

 Refine the company’s strategy as 
regards the IT market perception for 
a specific IT product or solution

 Know the position of your main 
competitors

 Better understanding of the IT 
distribution in order to increase 
sales: channels and sales strategy

 Market actors and their profile 
(demographics, behavior, etc.)

 Find the clients’ attitude towards 
competitors’ products and what the 
clients really seek in an IT product or 
solution

Product positioning & 
Brand perception

On demand customized IT 
related services

 Determine brand awareness, brand 
loyalty and brand perception

 IT brand preference and brand 
comparisons

 Identify the key factors when 
selecting an IT brand

 Measure the brand performance and 
price by key factors

 Quantify the strengths of the brand 
by components

 Understand the role of the product 
marketing mix

 Determine the appropriate customers 
and their perimeter

 Analyze the customer’s need and 
propose solutions

 Specific IT related market 
solutions under the shape of 
sharp market surveys

 Build customized questionnaires 
and interpret results

 Give strategic “hints” on specific 
IT related topics



Initial brief to 
setup client 
needs and 

main 
guidelines

Build a 
custom and 
exhaustive 

questionnaire 

Interviews 
with decision 

makers

Cross with 
market 

figures and 
external data

Data and 
statistic 

treatment
Final reports

Surveys/methodology



Client : Laptop vendor 

Target sample : 150 IT laptop B2B end-users; 5-10 questions

Coverage : one country (Italy)

Client’s objective : 
- As a spin-off of another famous IT brand, they wanted to know whether the users are 

aware of the brand or confuse it with the original one
- Take advantage of the study to examine the product perception as well

Delivery: 
- 1 Excel (detailed statistics and questionnaire results)
- 1 PPT (15 slides executive summary and recommendations)

Surveys: Value added solutions

Solution A



Surveys: Value added solutions

Solution B

Client : Software vendor 

Target sample : IT services companies, hosting specialists (200); 15-20 questions

Coverage : 2 country (Italy+Germany)

Client’s objective : 
- Large palette of solutions and will to enter a brand new complementary market: hosting 
- know how to position himself on this new market
- know which are the brands on the top of the specialist’s minds
- profile the potential future collaborators (hosting specialists)

Delivery: 
- 1 Excel (raw table results and detailed cross statistics)
- 1 PPT (50 slides executive summary and recommendations)



Surveys: Value added solutions

Solution C

Client : Printers and copiers vendor 

Target sample : top 100 resellers; 10-15 questions

Coverage : top five European countries

Client’s objective : 
- Find out what are the main resold brands (the top 5 on the top of their minds and the ones 

generating the most revenue)
- Find out how their revenue splits between the different printer product categories

Delivery: 
- 1 Excel (raw table and detailed commented statistics) 
- 1 PPT (15 slides executive summary and recommendations)



NetMediaEurope Italia srl

Via Monfalcone, 39

20092 Cinisello Balsamo (MI)

Tel: +39 02 89283600 - Fax: +39 02 89283619

 Sales (Italy): Andrea TERZAGHI (aterzaghi@netmediaeurope.com) – tel: +39 02 8928 3604

 Marketing (Italy):                      Paolo GIUDICI (pgiudici@netmediaeurope.com) – tel: +39 02 8928 3607

 Sales (European Network):     Douglas WAVAMUNNO (dwavamunno@netmediaeurope.com) – tel: +44 207 087 2866
Max ELVIN (melvin@netmediaeurope.com) – tel: +44 207 087 2863
John O GRADY (johnogrady@netmediaeurope.com) – tel: +44 207 087 2862
Matti REINHOLTZ (mreinholtz@netmediaeurope.com) – Tel: +44 207 087 2861 

For further informations please visit: http://www.netmediaeurope.it
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